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' New RETAIL TRAINING PROGRAM LAUNCHED 





has developed a new 
Retail Training Program designed 
to train your floor sales staff to 
aggressively and professionally sell 
great shoes. 


The training program objectives include: 


. Develop a program based upon 
industry best practices, and is built 
around the essence of our brands. 

. Integrate dealership stores into the 


training as trainers, trainees, mentors 
and information resources. 


. Build a support system to coach 
individual and group performance, 
and track results. 


. Focusing our immediate attention 
on the Red Wing brand within our 
Red Wing Shoe Stores, but also look 
long-term at all of our brands. 


We spent the fall of 2001 researching 
and assessing our needs and 
planning the program. From 
December 2001 through M arch 2002 
we developed and wrote the program 
based on feedback from the 
assessment, our past programs and 
industry best practices. The new 
program was launched on April 7th 


Red Wing Shoe Company 





with a Train-T he-Trainer session in 
Red Wing. Over 50 people from 
inside and outside the company were 
involved with the development and 
launch the program. 


During the April 7th session 24 store 
managers became C ertified R etail 
Trainers. Additionally, 14 District 
Retail Managers (DRMs) and 3 
internal Retail staff members were 
trained during the session to help 
deliver the new program to our retail 
network. Four of our certified trainers 
are from dealership stores, which is 
new to our program. T hese 41 trainers 
represents an almost 300% increase in 
the number of trainers available from 
our previous program. 


T he training program and supporting 
manual covers topics of basic company 
and job orientation, WOW customer 
service, product knowledge, measuring 
and fitting feet, professional retail 
selling, leadership and staff 
performance management, financial 
management, industrial selling and 
store image (including 
merchandising). Currently, the 
manuals are being distributed to the 
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Every month over 15,000 unique visitors use the 
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field and training is taking place and 
being tracked. For the remainder of 
the year, our plan is to continue to 
implement the training In the field at 
the store level using our new 
resources (trainers and manuals). 


A training manual has been produced 
and is available now. It is an extensive 
and detailed manual designed for 
store managers to develop their 
management and selling skills through 
independent reading and interaction 
with a training manager. Company 
stores will receive their manuals 
automatically through their DRM or 
designated training manager. D ealers 
can order manuals for $100 through 
Customer Service (94062). We are 
very excited to have three of our 


dealer stores certified in delivering the 


program. Training is available at a 
dealer location for $50/day + the cost 
of the manual and travel/lodging, 
based on the dealer’s availability. 


If you have questions regarding the 
program or wish to schedule training, 
please contact Kim W iemer at: 
651-385-1367 or 
kim.wiemer@redwingshoe.com. 


W ith over 174 million users, the Internet represents a 


redwingshoes.com store locator to locate a Red W Ing retailer. 


AsaRed Wing retailer your location automatically receives 
this free dealer listing. Now Red Wing Is offering you 
another means to better promote your store with a new 
reduced price and co-op reimbursement for enhancing your 
store’s listing on this dealer locator. 


Effective June 1, 2002 Red Wing Shoes store locator 
Enhanced Listings, Super-Enhanced Listings and Web 
Site Links are now eligible for 50% co-op! Leverage the 
power of the Red Wing Shoes brand name by maximizing 
your listing on the locator with an Enhanced Listing. 
Showcase products and services. Promote special offers. 
Each Enhanced Listing offers six lines of text to get your 
message across. Keep the message fresh with the Super- 
Enhanced listing, which includes monthly updates. 


Do you have an existing web site? Locator links are eligible 
for 50% co-op as well. Locator links are $100 annually 
before co-op and are subject to approval by Red Wing's 

M arketing Communications D epartment. 
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powerful sales opportunity. In fact, 80% of web users go 
online to research products and services. 


Check out your locator listing. 

Go to http://www.redwingshoes.com. 

Click on “Store Locator” at the top of the page. Go to the 
US locator and enter your zip code. Picture what an 
enhanced listing and/or web site link could do for your 
business. For all your locator questions and to take 
advantage of this new opportunity, contact your TMP 
Worldwide account team: 


toll free: 800-232-2399 
fax: 952-941-9010 
email: justin.wilmot@ tmp.com 


If you have changes to the store address shown on the dealer 


locator, please contact Jean Hill, Red Wing Shoe, 651-385- 
1210. The Red Wing Store Locator - making it easy for 
customers to find you, and buy from you. 
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THE SHOE HORN e NEws AND 
UPDATES FROM RETAIL TRAINING 


Congratulations to our new Certified 
Retail Trainers! T he following managers 
were selected as trainers for our new 
program. T hey were in Red Wing with 
our District Retail M anagers for a Train- 
the-Trainer session from April 6 - 11 


Sharon Bates, Des M oines, IA (dealer) 
M att Bowersox, Dundalk, MD 

Juan Castaneda, Harlingen, T X 

Steve Coleman, Vallejo, CA 

M ary Cosgrove, Sunrise, FL 

Burdette DePauw, Waukegan, IL (dealer) 
Greg Felder, Indianapolis, IN 

Richard Fernandez, Austin, T X 

Scott Finholdt, Red Wing, MN 

Esau Fregoso, Diamond Bar, CA 

Frank Gardner, Richmond, VA (dealer) 
Randy H awkes, Middleton, MA 

Brent Jaynes, Indianapolis, IN (truck) 
A rgelia Lira, Keller, T X 

Larry Morris, Pleasant Hills, PA 

Noel Raney, Oxnard, CA 

John Santillo, Jacksonville, FL 

Jason Saucier, Upland, CA 

M ike Sevec, Willow Grove, PA 

Jim Shining, Spokane, WA 

Jon Slover, Albuquerque, NM 

Jim Tatum, H ouston, T X 

Jean Violeau, Burnaby BC Canada 


Feedback from the session was very 
positive. Over 50 people inside and 
outside of the company had a part in 
developing or launching the program. 
The trainers are very excited about the 
new program and tools. 

If you have questions regarding the 
program or wish to schedule training, 
please contact Kim W iemer at: 
651-385-1367 or 
kim.wiemer@redwingshoe.com. 
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THE VALUE OF CUSTOMER SERVICE 





We continue to receive weekly letters from Red W ing customers citing their 

pleasure with the personal service they have recently received at aRed Wing 

shoe store. In today’s busy world for a customer to sit down and pen a letter of 

thanks is truly amazing. It is clear evidence of the value that personal service can bring to 
your retail operations. We have included two letters that are typical of the 
correspondence we receive. 


D ear Sirs, 


T his letter is to commend one of your employees by the name of M ike M iles who works 
at your store in Oceanside on Plaza Drive. M y first encounter with him was in February 
when a co-worker of mine highly recommended Red W ing Shoes and had been 
purchasing them for years. So | went to your store in Oceanside. As! drove up my car 
overheated, the hose to my radiator needed to be repaired. Not only was | flustered and 
needed to call a tow truck to have my car taken to my mechanic but also | still needed a 
pair of shoes for work. Mike M iles went beyond common courtesy and exceeded my 
expectations in assisting me by taking a look at my radiator and then filling it with 
coolant and allowing me to use his phone to contact a tow truck and my husband, and 
amidst all of this he sold me two pairs of shoes for work. He made it all so 
uncomplicated. | left there a very satisfied customer and found it refreshing to learn such 
individuals still exist. 


Today my husband (who is in construction) needed a new pair of boots for work. | did 
not hesitate to take him to Mike Miles at Red Wing Shoes in Oceanside. M ike is an 
exceptional employee, he noticed my husband’s high instep and assisted him in 
purchasing a pair of boots and custom fitting them with an insole to accommodate his 
high arch. My husband was very impressed with the professional service he received and 
told his parents about M ike and the quality of Red Wing Shoes. Needless to say you now 
have another set of customers. 


T he adage ‘word of mouth’ is so true in this story. Your company has defiantly mastered 
the shoe industry with an excellent product and such loyal and professional employees 
like Mike M iles who keep the customers coming back. Please take the time to let M ike 
Miles know his services are greatly appreciated and he truly an asset to your company. 


Thank you for your time. 
Carolyn Anderson 


Good Morning - 


A few weeks ago my fiancé, a pipe fitter, and | went to a Red Wing Shoe store located in 
Illinois (309 N. Naperville Road, Bolingbrook) and we spoke with your sales person Art 
Sutton. We could not believe how knowledgeable he was about your product. He wasn't 
pushy as some sales people tend to be - but informative. And more importantly he 
appears to really enjoy his job. My fiancé and | have been in there shopping several times 
and had this same sales person. Art was just as pleasant each time. We both left your 
store with a positive outlook and had wished every store we went to had a Sales person 
just as polite, happy and informative. Too many times we have run into "rude or 
unhappy" sales people who obviously don't like their jobs. You should realize what an 
asset Mr. Sutton is for your company and | thought it was important to tell you this. 


We continue to look forward shopping with Red Wing Shoes. 


Thank you for your time. 
Dori M inter 
on behalf of my fiancé: Mike Barron 


RED WinG PRopucT UPDATE 
4473 


As of May 20th, we will no longer be including the 
zipper kit in this style. The wholesale price is reduced to changed to accept the zipper kit, #96226. The hooks have 
$85.50. If your customers need the zipper kit it is 

available as an accessory item #96226. The new dash 


level is 2. 


New VASQUE CATALOGS AVAILABLE 


The 2002 Vasque catalog is now available. 
T he catalog features new cross trail 
footwear with Stealth Rubber for maximum 
stickiness and new mountaineering product 
which earned an ISPO award for 
innovative features. 


Current dealers will automatically be sent a 
catalog and price list. They should be in 
your stores by June 25. If you arenota 
current Vasque dealer and would like to 
order a free catalog call customer service at 
1-800-842-1301 

CIM# 94904: 

2002 Vasque Dealer Catalog 


CIM# 94905: 
2002 Vasque W holesale Price List 





We continue to hear positive 

news about the sell-through on 

the new Muscle Shoe styles. As a 
reminder to you, we have reserved stock 
for fill-in orders for those accounts that 
ordered the styles initially. T hese fill-ins 
will ship immediately. For those 
accounts who have yet to place their 
initial order you can contact your Red 
W ing sales representative to place orders 
for August/September delivery. 


IRISH SETTER RENAMES WHITETAIL 
TRACKERS AS BUCK TRACKERS 


T hese innovative knee boot products from 
Irish Setter now have yet another 
innovation: anew name. Products #800, 
803, 807, 808, 810 and 813 are now called 
Buck Trackers. This product group joins 
the existing Irish Setter Buck Trackers, 
Styles # 2815 and 2816. Please refer to 
pages 15, 16 and 17 in your 2002 Irish 
Setter Catalog. 


An unforeseen trademark issue 
necessitated this change. All production 
products and packaging will be correctly 
labeled as Buck Trackers. 


8220 
In response to a number of requests, this style is being 


been changed to all eyelets. Production was changed on M ay 


6th and we will work through all existing inventory. T he new 
dash level is 1 
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Vasque recently consolidated all Vasque office functions In 

Red Wing, Minnesota, and closed the Bozeman, M ontana 
satellite office. In conjunction with the consolidation, John Connelly 
has left the company. 





as Failure to order this quantit 
Vasque will be seeking and interviewing candidates to head the ‘ 
division. In the interim, David Murphy will oversee Vasque 
Operations. Rick A ppelsies will coordinate communication and 


marketing activities for the brand. 


weekly automatically dropped 
you from the program. Please 
check with your Red Wing 
sales representative to 


THe FOU iN BROWN determine your eligibility. 


To DELIVER FOR RED WING SHOE 


Red W ing Shoe has started a supplier 
relationship with United Parcel Service as 
its small package preferred carrier. This 
means that your shoe orders for Red Wing 
brand will now be shipped via UPS. The 
next phase will be the distribution center 
in Salt Lake. Eventually all four Red 

W ing Shoe Company brands will be 
shipped via UPS to your store location. 
It’s nice to have the folks in brown back 
and servicing Red Wing and our customers. 


RED WinG/WORX WHOLESALE CATALOG ISSUED. 


The Summer 2002 Red Wing/W ORX wholesale 
catalog will be shipped to all Red Wing and WORX 
dealers the week of June 3rd. Also included Is a 
wholesale price list for both brands. 


Please note that there is no mid-year price increase 
for either brand. Additional catalogs can be ordered 
by contacting Red Wing customer service. 


DaAve’s OF NEw YorK CITED AMONG THE BEST 

Congratulations to Dave's Shoes of N ew York. T he store was recently 
sited by M axim Fashion magazine as one of the top 80 stores in the 
world to shop for men’s apparel. 

“If you go to the big apple, you go to Dave's. Dave and his family 
having been pushing C arhart, Red Wing and Levis for almost 40 years 
- so they know what they are doing... ” 





PROPER INVENTORY Pays OFF 





The Red Wing brand point of difference has always been built on the availability of sizes and 
widths. Your ability to properly fit a customer insured that they were wearing the most 
comfortable work boots made. To insure your ability to fit every customer that walks through your 
door, it is imperative to maintain the proper inventory levels of sizes and widths. Failure to do so, 
would compromise the proper fit or “walk” the customer. The cost of walking a customer to a 
competitor because you didn’t have their size is significant. It takes additional marketing dollars 
and discounts to win them back. And those marketing efforts promise no guarantees. Today's 
consumer is pressed for time and the frustration of not finding what they want when they want it, 
iS detrimental to your business and ours. We strongly suggest you make sure you are representing 
your store and our brands properly by carrying sufficient inventory in sizes and widths necessary to 
fit your customers. 


| LetreER FRoM GROUND ZERO 





Dear Red Wing Customer Relations: 


| felt compelled to write a letter to the employees of Red Wing 
after my recent trip to the World Trade Center (WTC) where! was 
assigned for a tour of duty from my employer (OSHA). The duty 
entailed a lot of walking in steel toe work boots, which is a 
requirement at the site. The last thing | wanted to do was break In a 
new pair of steel toe work boots at the WTC. 


| began my shopping at the Red Wing Shoe Store in Woodbridge, 
VA. Art Rivers, Assistant M anager, and his Assistant, Irene spent a 
great deal of time with me in helping me select a comfortable safety 
shoe. | must tell you, that | was not prepared to pay the premium 
price for your product. | only needed the shoes for a week. So | left 
the store without buying anything. 


Instead | purchased a pair of inexpensive work boots at another shoe 
store. | attempted to break them in by wearing them around the 
house for a couple of hours. M y feet began to rub and ache. T here 
was no way | could last a week in those shoes. | began to think of the 
Red Wings! had tried on earlier, not only for comfort but also the 
fact they are made in America. | decided it would be un-A merican to 
wear anything less than a product made in America at "ground zero". 


| returned the inexpensive boots and promptly drove back to the 
Red W ing Store where! purchased the pair of boots that Art and 
Irene recommended. 


Asan employee of OSHA my primary responsibility was to provide 
accident prevention consultation services for the site. T his required 
continuous walking from one side of the site to another for hours on 
end over or through muck, water, demolished concrete, steel rebar and 
other construction debris still present on the site. W hile a number of 
workers from past crews sought first aid for foot problems, mostly 
blisters and such, | experience no problems with my feet. N ot bad for 
a new pair of shoes. T he durability of your boot remained water 
resistant in spite of wet site conditions and numerous washings in the 
decontamination area. T he boots were so comfortable that | would 
even wear them during the 15 block trek back and forth to my hotel. 


| must admit that this is my first pair of Red Wing steel toe work 
boots. Although | have purchased other Red W ing products, In 
particular Irish Setters, | just wanted to convey to the folks at Red 
W ing that | believe they make the finest safety shoe on the market. 
Old world craftsmanship and quality is still apparent, which truly 
depicts the best in American products made with pride. To me 

and my feet they're worth every penny. You can count on me for 
spreading good words about the excellent service and fine products 
at Red Wing. Thanks to all. 


Sincerely, 
Jim Bloom 
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